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Abstract 
 
The process of relocating street vendors causes a lot of harm both physical and non-physical. The 
clashes are usually triggered by misperception between the government and street vendor. Most street 
vendors thought that the government ignored their aspiration, while the government thought that the 
presence of street vendors disturb the traffic flow. Different situation happened in Surakarta, where 
street vendor in Surakarta voluntarily moved through the specific area prepared by municipal 
government. Therefore, this paper tries to describe the negotiation strategies that implemented by the 
former Major of Solo, JokoWidodo (Jokowi) in relocating street vendors. The purpose of this paper to 
identify determinant factor in relocating street vendors in Surakarta and identify strategic indicators that 
can be used in addressing the problem of street vendors that may occur in the relocation. To obtain the 
purpose,  this paper used 3D negotiation concept to describe and analyze the negotiation strategies that 
already  implemented in  relocating street vendors in Surakarta.  
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1. Introduction 
 
Relocating street vendor have become social and economic problems in Indonesia. 
The presence of street vendors in large cities is quite disturbing society. The cases of 
relocating street vendor are common in major cities in Indonesia and always accompanied by 
clashes between Civil Service Police Unit (governments) and the street vendor. Clashes are 
usually triggered from the difference of interests between governments and street vendor. 
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They assess the government ignored the aspirations of street vendor. One example is the 
relocation of street vendors in Tanjung Priok resulting riot and carrying casualties. 
"The riot tragedy of Tanjung Priok that occurred on Wednesday (14/4) from 08.00 
pm, consuming deaths, hundreds of injuries, mild or severe, both the residents and Civil 
Service Police Unit and police officer on duty securing. Polda Metro Jaya recorded the 
number of injured reached 130 people were wounded, consisting of 10 officers, 66 members 
of municipal police and 54 people from the community" (Tribunnews, 2010). 
Often the process of relocating street vendors cause a lot of harm both physical and 
non-physical but different things happen in Surakarta. Surakarta city government is 
successfully relocating street vendors without conflict. Street vendors voluntarily moved into 
the space provided the city government. The strategy used dialogue or negotiation approach, 
known as “negosiasi meja makan", developing by, Joko Widodo, (Jokowi) the former Mayor 
of Surakarta, (Republika, 2012). 
The negotiation approaches that used by Jokowi  have become successful key for 
relocation street vendors in Surakarta. The successful negotiation method that used by 
Jokowi already become an alternative for other district level government in addressing the 
issue relocation of street vendors in Indonesia. But every district has different value for the 
same cases, even the case of street vendor relocation. This paper will discuss more about 
factors that supporting the successfull of Jokowi implemented negotiation in relocating street 
vendors by used 3-D concept of negotiation approach.  
 
1.1 Research Objectives 
The purpose of writing this paper is to examine negotiation strategies that 
implemented in relocating street vendor and determines factors that supporting the success of 
street vendor’s relocation in Surakarta. The results of this paper can be used to provide 
solutions for municipalities from other district level government in achieving win-win 
solution to the problem of street vendor’s relocation. 
2. 3D Negotiation 
Surakarta City Government had been succesfully relocating street vendors through 
negotiation strategy. Negotiation is a process by which two or more parties that has an 
interest in the same or a conflicting meeting and talking with a view to reaching an 
agreement. Negotiations also described as techniques to analyze the problem and provide a 
solution for the intersection between the negotiators (Kuntoro, 2010).  The fundamental roles 
of negotiation process is the player, which is need two actors / parties as a player and the 
player find common ground on the issues. Likewise, negotiation is defined as a process to 
reach an agreement involving two or more parties who need each other to solve the issue.   
The Successful of negotiation is inseparable from effective negotiator. According to 
the statement of Heron and Vandenabeele (1998) described definition of effective negotiators 
are negotiators are working to reach an agreement with the highlighting of the same interests 
and avoid contradictions. They also suggested that the negotiator must know what style that 
they want to use it and will be done require short or long-term commitment before the 
process of negotiation done. 
Negotiation styles divided into two; there are cooperative negotiation and 
competitive negotiation. The purpose of a cooperative negotiation is to achieve win-win 
solution. Win-win solution is negotiation that focuses on the potential for cooperation, 
creating innovative and creative solutions, focusing on value not just money, long-term 
relationships, enlarge the pie, clarity of communication, review the options, look at other 
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potential bargaining behind and avoid cultural differences. However competitive 
negotiations rarely acceptable and only possible if one parties have a very strong position. 
Figure 1 describes more the different of negotiation style. 
Lax and Sebenius (2006) defines 3D Negotiation strategy as an aligned combination 
of set-up moves that occur away from the table and deal design moves and tactics at the 
table, all of which are designed to overcome identified barriers. 3D Negotiation is our effort 
to crystallize this very different set of insight and skills about setup and deal design as well 
as tactics. Through 3D negotiation approach, the negotiation process can be more systematic 
and rational with an agreement between the two parties. In 3D negotiation, problems or 
differences of interest addressed through three phases: (1) the search and preparation phase, 
(2) bidding and negotiation phase (3) covenant package (implementation and transition 
phase).
 
 
Table 1. Negotiation Styles 
 
Cooperative Negotiation 
 
Competitive Negotiation 
a) Creating an atmosphere of mutual 
respect and trust 
b) WIN-WIN outcomes 
c) Identifying problems before identifying 
solutions 
d) Simple problems to accomplish the deal 
e) If possible, make some minor 
concessions that divided the discussion. 
f) Compairing  major concession 
g) Avoid language and posture defensif 
h) Flexible 
a) Reiterate your commitment to 
the position that you specify 
b) Indicate the consequences if 
you do not get what you want 
c) Prepare the concessions are 
not important to you, but 
which avoids the opposite of 
losing face. 
 
 
Source: Heron and Vandenabeele (1998) 
 
 
3. Methodology  
This paper uses descriptive-explanatory method with case study analysis approach 
in successful relocation of street vendors in Surakarta. The author uses the concept of 3D 
Negotiation in describing the factors supporting the success of Jokowi negotiation strategy in 
relocating street vendors in Surakarta.  
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4. Result Analysis 
This case started from the growing public unrest on street vendors at Monument 45 
Banjarsari, Surakarta. The presence of street vendors is very disturbing the public for nearly 
20 years. The presence of street vendors change the function of a city park should be a place 
for relaxing and refreshing trade is transforming into a seedy, dirty and nasty. These issues 
become trigger for municipal government to restore the function of Monument 45 as a 
healthy and beautiful public space. “Potential conflicts of interest between the city 
government and street vendors had become trigger rejection in relocating street vendors in 
Surakarta. Street vendors strive to maintain his business by reason of their livelihoods. 
Meanwhile, the city government has a mandate from the people of Surakarta to make the 
monument 45 back into public space. This is in line with the program Eco Culture City of the 
city government aims to beautify the city of Surakarta with environmental and cultural 
values.” (Buletin Tata Ruang, 2010) 
The negotiation process runs for seven months with 54 meetings. From the meeting, 
the two sides reached an agreement, the street vendors agreed to relocate to Notoharjo 
Market with some requirements and government can initiate city beautification program. To 
protect the agreement, city government Surakarta issued regulation No. 3 of 2008 on the 
management of street vendors. (Wijayanti, 2011). Negotiation strategies where used by 
Jokowi proven successful in relocating thousands of street vendors to move into Notoharjo 
Market. Jokowi used a combination of cooperative and competitive negotiation style. Where 
he put a negotiated win-win solution and sees the long-term needs. (Heron and Vandenabele 
1998). 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Figure 1. Overview of street vendors relocation process in Banjarsari, Surakarta 
Sources: Wijayanti (2011) 
 
Based on the experience of the above, the author outlines the negotiation strategy of Jokowi 
in relocate street vendors in Surakarta 3-D  negotiations approach as follows. 
Monument  45 
Banjarsari: 
Public Space 
and the 
historical 
district in any 
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General public: 
The function 
returns 45 
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vendors 
Government: City 
Structuri
ng and 
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rment 
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regulation of 
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4.1 Setup / Search and Preparation Phase 
 
Purposing of this phase is to prepare well before the negotiators bargaining table and 
drawing board. Preparation includes goal setting and priorities, gather information, and 
determine the strategy to be used. Armed with his experience as an entrepreneur of furniture, 
Jokowi tend to lobby to use the banquet. At this stage, Jokowi and the group have personal 
approach invites 11 community coordinators and advocates / Non Government Organization 
(NGOs). The approach is done by eating together at the official residence of the mayor 
meeting, Loji Gandrung. "Together with the staff regularly talk to the vendors and all parties 
associated with the street vendors. I invited them to eat at my home office in Loji Gandrung 
"(Endah, 2012, pg.116). The purpose of this meeting is to build trust and start a relationship 
with representatives of street vendors. The initial meeting took a defensive stance of the 
opposition that he imprisons hisself to discuss relocation. 
Jokowi continued to meet up for 30 times to gather information problems were faced 
by street vendors by asking questions and listening more deeply laments street vendors 
(Republika, 2012).  Jokowi investigate helping to develop the next negotiation strategy. The 
result of this approach shows that behind the conflict of interest that exists, the government 
and vendors have similar interests, namely the desire to build the city of Surakarta. 
 
4.2 Deal Design / Discussion and Bargaining Phase 
The purpose of this phase is to negotiate that focuses on the value of issues and 
develops value to make better objectivity and sustainability solution. This phase focused on 
brainstorming ideas, invention and fresh thinking. Jokowi start this phase with a dinner 
meeting to 31-53. He used a two-way approach through discussion, negotiation and 
bargaining leads to an agreement. From the discussions and negotiations found to differ 
according to Table 2. 
 
Table 2. Creating Value of Street Vendors Relocation 
 
Value City Government Street Vendors 
Object of view  Finding solution for structuring 
the city, street vendors as a 
potential 
Relocation adverse street vendors 
Old Location 
monument 45 
Public space Sources of revenue 
New Location 
(Notoharjo Market) 
Optimistic and feasible for 
street vendors operation. 
Pessimistic, not strategic place 
for customer, far away. Request 
8 route public transportation. 
 
Comfortable 
The government set up a new 
comfortable place 
Disagree, old place more 
comfortable than new place. 
Cost Free Refused to pay rent 
Legal Protection Guarantee for Legal protection Illegal business and need a 
guarantee 
Facilities Provision of equipment Less information 
Income  Optimistic but no guarantee Less income 
Loyal Customer Optimistic but no guarantee Fear of losing loyal customers 
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4.3 Agreement phase: Tactics  
 
The purpose of this phase is the two sides are actively looking for a position Win - Win and 
reach a mutually acceptable agreement. From the results of the mapping issues, ultimately 
Jokowi offer the following solutions:  
 
 Infrastructure: To solve a difficult location, Surakarta City Government will conduct road 
widening and adding public transportation routes. In addition public transportation routes, 
steet vendor’s representatives requested additional 8 public transportation routes, but in the 
end they reached an agreement to add three route’s of public transportation. (Buletin Tata 
Ruang, 2010). In building a new market, Surakarta municipal also prepares infrastructure 
with the comfort of merchants and selling facilities such as tables, chairs, carts are also 
provided free of charge by the government. 
 
 Rent Cost: Surakarta municipal provides free stalls. Instead, the city will take Rp.2.500 levy 
per day. This calculation is based on the capital cost budget of 9.8 billion is expected to be 
back after 8 to 9 years (Endah, 2012). 
 
 Income: The most challenges of the customers are losing customers, automated street 
vendors income will reduced. In this case, Municipal of Surakarta not provides any 
guarantees with the understanding that the fortune already set up and entrusts of their region 
(personal spiritual). But Jokowi promised to advertise the new market about four months at 
the local television stations and local print media. This solution is quite successful because 
based on one of interviewed with the newspaper, Jokowi mention that an increase in income 
trader at 4-10 times in the new place. (Buletin Tata Ruang, 2010) 
 
 Legal Protection: Jokowi saw the large number of street vendors as a potential to improve 
the economy of the people. But so far as the status of street vendor’s still informal economy, 
the city government also has no right to collect taxes from their income. Their trade legally 
classified as illegal, and the government of mere legal right to sue. The solution of this 
problem is Jokowi formulate policies that protect the rights of street vendors to sell and was 
contained in the Regional Regulation No.3 in 2008. This regulation is conducted negotiations 
by both sides, so that the resulting agreement beneficial to both parties. In this case the 
vendors can legally conduct their activities and the government has the right to tax their 
income. These solutions are proven to increase government revenue of 7.8 billion in 2007 
year to 19.2 billion turnovers in 2011 exceeded other business sectors (Thayrun, 2010). It is 
proved that the economy of the people is sourced from markets and street vendors are a 
potential that needs to be managed more seriously to raise revenue. 
 
 The image of violence: Jokowi eliminates the image of violence that tends to be done in the 
civil service police force in relocate street vendors in various areas. Relocating street vendors 
replaced with the event procession of old place to a new place (Notoharjo Market) with 
traditional concepts. This concept is called "humanize man" the result is a street vendor feel 
appreciated and proud of his job and the community is also a positive response. ( Buletin 
Tata Ruang, 2010) 
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Figure 2. The Process of Relocated Street Vendors Negotiation Strategy in 
Surakarta 
 
 
5. Conclusions and Implications 
The results show that Jokowi as negotiator had been successfully reached an agreement 
with cooperative negotiation by 3D Negotiation strategy. 3D negotiation strategy can be used 
to examine the issue of street vendors in Surakarta. The result of this paper also determined 
the success factors of reaching win-win solution in relocating street vendor in Surakarta: 
1. Maturity preparation package of advantages and disadvantages of each interest 
2. Patience in negotiating process to proposed cooperative negotiation 
3. Focus on value creation by seeing street vendors as the potential to build a 
democratic economy 
4. Courage compromise involving of street vendors in policy making 
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5. The concept of human humanizing  
The implication this study can be used as examples for many street vendors relocating 
conflict in Indonesia. Conflict resolution of each district level government in Indonesia 
cannot be equated because of the different values. Therefore, 3 D negotiation concept is 
appropriate to use for conflict resolution especially in relocation of street vendors. The 
advantage of 3D negotiations, each party can focus on value and build empathy for the 
problems by highlighting the same interests as opportunity to avoiding contradictions. 
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